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   Client Enrichment Series 
 

                  Welcome to today’s presentation on: 
Update on the Automated Advanced Acquisition Program (AAAP) 

 
                        The presentation will start at 2pm Eastern 
      
      Note: Phones are automatically muted during the presentation.  You have the 

ability to send questions to your fellow attendees and our presentation team 
via your Chat pane.  Our team will answer as many of the questions as possible 
throughout and at the end of the presentation.  All questions will be captured 
and answers sent to all participants prior to the next presentation. 

       

Presenter
Presentation Notes
Registered guests as of 10/13: https://docs.google.com/a/gsa.gov/spreadsheets/d/1-MBtlgwZUIWYE58KzpUNZ_amj8KSE7c0aWw_b4-ccfM/edit?usp=sharing

Q&A from 2016:
https://drive.google.com/a/gsa.gov/file/d/0B5cDXgoDG7ohUFdJVExKdTY4QmM/view?usp=sharing
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Past and Present Session 

•August – Evolving RWA Policies 
 

•TODAY – Update on the Automated 
Advanced Acquisition Program (AAAP) 

www.gsa.gov/ces 
ClientEnrichmentSeries@gsa.gov 



Client Enrichment Series 
 
 
                    

Automated Advanced Acquisition Program (AAAP) 
  
 
 

AAAP Contacts:  
Gina DiTommaso  

Acting Director, Center for AAAP 
 

PJ Brennan 
Team Lead, Center for AAAP 

 
Robert Zick 

Program Specialist, Center for AAAP 
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GSA’s Mission 

To assist federal agencies in accomplishing their missions by providing 
lease acquisition services  that  deliver space timely, at best value, and 
with superior workplace solutions. 

 

 

Presenter
Presentation Notes
Thank you all for attending today’s presentation! Before I get started and before you begin submitting your questions in the chat, just remember that any project specific questions should be directed to your GSA LCO.  I will not be able to give definitive answers on project specific questions…

So, Let’s Get Started!!!

The GSA has a goal of procuring space that is timely, of best value, and a superior workplace solution for YOU, our client agencies. 
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GSA Leasing Procurement Tools 

Traditional  
(in-house) 

Competition in 
Contracting Act 

(CICA) 
 

& 
 

GSAM 570 

Traditional  
(Broker Contract) 

 
… a la GLS 

Automated Advanced 
Acquisition Program 

(AAAP) 

Presenter
Presentation Notes
To achieve these goals, GSA procures leased space using one of the three methods listed on this page… 
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GSA Leasing Procurement Tools – Traditional 
Methods 

Traditional  
(in-house) 

Competition in 
Contracting Act 

(CICA) 
 

& 
 

GSAM 570 

Traditional  
(Broker Contract) 

 
… a la GLS 

Automated Advanced 
Acquisition Program 

(AAAP) 

Presenter
Presentation Notes
Many of you are probably familiar with the traditional in-house and broker methods that GSA uses to procure space.

These two full and open competition methods allow GSA to procure space by lowest price technically acceptable or source selection approaches. Generally speaking, these two procurement methods wait for your agency requirement package.  Once received, we develop a Request for Lease Proposals Document, we advertise that solicitation, we collect offers, we review all of the offers and enter into negotiations, we identify a winner, and after award all of the offers for that one solicitation are scrapped.  To be considered against future agency requirements, offerors need to resubmit against a new RLP, which is developed after your next requirement is received and the cycle continues…
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GSA Leasing Procurement Tool – Triple A-P 

Traditional  
(in-house) 

Competition in 
Contracting Act 

(CICA) 
 

& 
 

GSAM 570 

Traditional  
(Broker Contract) 

 
… a la GLS 

Automated Advanced 
Acquisition Program 

(AAAP) 

Presenter
Presentation Notes
The AAAP is a full and open competition which only procures space based on the lowest price technically acceptable approach.  The AAAP process changes the order of the traditional procurement milestones to reduce the lease cycle time that our client agencies normally experience, however, it still complies with the same regulations as the other 2 procurement methods. We’re going to spend the rest of today’s presentation talking about the AAAP and its benefits.
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Traditional Process vs. AAAP Process 

START 

(open period) 

START 

PBS Leasing Desk Guide - AAAP Chapter 

Presenter
Presentation Notes
Like I said, the AAAP changes the order of the traditional lease procurement milestone schedule.  By flipping some of these processes around and eliminating steps, the AAAP is able to streamline, use time more effectively, and get to the results you’re looking for: Leased office space that is delivered on time, within budget (but hopefully below budget), and fulfilling the scope of your agency requirements.

To learn more about the AAAP, I’ve included a link on this page to the AAAP Leasing Desk Guide Chapter for those of you interested in a comprehensive look at the policy.  Keep in mind that policy and procedure is constantly adapting to change, so be sure to check in with your GSA leasing teams about any policy assumptions you might be making about the AAAP to learn about any updates or changes that haven’t been published. 

My job for the rest of this presentation is going to be to pull out some of the topics of interest and make lease policy a little bit more fun to listen to…


https://www.gsa.gov/cdnstatic/Leasing_Desk_Guide_Chapter_22_AAAP_5_1_17c.pdf
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What is the AAAP? 

Presenter
Presentation Notes
So, what is the AAAP?  Well, the AAAP stands for the Automated Advanced Acquisition Program.

The AAAP was developed back in 1991 in our national capital region, which is the area that covered the DC metropolitan area, as a way to reduce acquisition cycle time for office space requirements, delivering space to our client-agencies faster and giving our lease contracting officers another procurement option for managing their workload.

It began as a paper based program, collecting and storing offers for consideration against future requirements.  As you can imagine, reviewing and cataloguing these offers was an intensive process that left room for error.

In 2005, the AAP adopted a third A when it was Automated online for our markets to more easily submit their offers to the gov’t and our leasing specialists to evaluate and identify offers through the AAAP website.

After many successful years in the national capital region, the AAAP expanded to our other regions between 2012 and 2015 and, after realizing the value of the program, in 2016 we opened it up to the entire United States and US territories.  
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Logos of Federal Agencies Using Triple A - P 

Presenter
Presentation Notes
Today, the AAAP is used to strategically manage our procurement workload and delivery space to our client agencies more efficiently, without sacrificing elements of budget and scope.

To date, GSA has worked with over 130 government agencies and sub-agencies.

DOD, DHS, SSA, HHS, FBI, ICE have been some of our top users of AAAP in the past few years. Additionally, some of you might have heard that GSA is using the AAAP to fulfill more than 200 requirements for the US Census requirements in preparation for the 2020 Census...

You might be wondering if some agency requirements are more appropriate for AAAP than others and that’s why we’re seeing a prevalence of use with some agencies and not others. TO be honest, remember AAAP is fairly new outside of our DC market, and I believe that the agencies that are using AAAP regularly are partners with GSA LCOs that are early adopters of AAAP and that others of you on the phone that haven’t used AAAP  have a lot of opportunity in the future to reap benefits for your office space requirements.  We’ll go into more details about the criteria your GSA LCO will be using to determine if AAAP is the appropriate procurement tool for your requirement in a bit...
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Fly Over- High Level Overview 

Presenter
Presentation Notes
So, let’s do a quick fly over of how the AAAP works, starting here at slide 11...
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Request for Lease 
Proposals 

GSA Issues 
AAAP RLP 

Mar ket  Awar eness 
thr ough Gener al Ad 

AAAP.GSA.GOV 

Mar ket  Logs On to 
Submit  an Of f er  

Presenter
Presentation Notes
GSA issues one AAAP RLP per region at the beginning of the fiscal year, which is October 1.  (so we just began a new fiscal year this week and delivered 11 AAAP RLPs to the market). The AAAP RLP contains information the markets need to submit final proposals for office space anywhere in that region, with consideration to GSA’s minimum requirements.

GSA makes the market aware of the AAAP RLP and their ability to  submit offers at anytime through general FBO advertisements and market outreach.

A building owner or broker can then visit AAAP.GSA.GOV to review the AAAP RLP Package, Register for an account, and draft or submit offers for consideration against a future requirement.
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How GSA Gathers Market Offers and 
Customer Requirements to Generate a Pool 
of Offers 

Mar ket  Populated 
AAAP Database 

REQUIREMENT 
 
 
 

Client  Agency 
Submits Requir ement  

AAAP Gener ates a 
Pool of  Of f er s 

Presenter
Presentation Notes
Once the market tunes in, they begin to populate our AAAP database with offers throughout the country, including US territories…

Then you, our client agencies come to the table with an agency requirement to be run through the AAAP. Your GSA leasing team will then post a project specific ad for that requirement and perform market outreach, giving the market one last opportunity submit offers and to refine their final proposals in the AAAP application.

After the response date has ended in your Project Specific Requirement, we will have a pool of offers in your market...
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Presenter
Presentation Notes
Using this pool of offer, we’re going to apply your agency requirement to identify the properties that can potentially meet your need.
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GSA Calculates final proposals using Present 
Value 

Building Name Present Value 

Building A $23.15 

Building B $50.12 

Building C $16.75 

Building D $22.37 

Building E $32.54 

Building F $27.45 

Building G $51.22 

Building H $32.51 

Building I $22.39 

Presenter
Presentation Notes
We will calculate the offers final proposals using present value...
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Building Name Present Value 

Building C $16.75 

Building D $22.37 

Building I $22.39 

Building A $23.15 

Building F $27.45 

Building H $32.51 

Building E $32.54 

Building B $50.12 

Building G $51.22 

Presenter
Presentation Notes
ranking those offers from lowest to highest. From this list, we will begin our due diligence process with the lowest price offeror.
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Begin Due Diligence w. lowest price offer: 
 
Can the lowest price offer meet GSA’s minimum 
requirements? 
 
Can the lowest price offer meet the client 
agency’s go/no-go criteria? 
 
If yes - schedule a building tour with client 
agency. 

Presenter
Presentation Notes
With that one lowest priced offer…

We will verify that they can meet GSA’s minimum requirements.

We will verify that they can meet your agency’s go/no-go criteria.

And if they check out, we will schedule a building tour with our client agency to view the building in person for technical acceptability, and hopefully proceed toward a lease award...
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Building Name Present Value 

Building C $16.75 

Building D $22.37 

Building I $22.39 

Building A $23.15 

Building F $27.45 

Building H $32.51 

Building E $32.54 

Building B $50.12 

Building G $51.22 

Presenter
Presentation Notes
If at anytime the lowest price offer reveals that they will be unable to meet GSA’s minimum requirements or the client agency need. Your leasing team will document the deficiency and move on to the next lowest price offer on the list to conduct due diligence…

Again, the goal here is to streamline lease processes, use your time efficiently, and get to the goal of delivering a lease award…
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Traditional Process vs. AAAP Process Map 

START 

START 

(open period) 

Post Award Activities 
 

PBS Leasing Desk Guide - AAAP Chapter 

Presenter
Presentation Notes
after lease award, the process is no different than the traditional post award process, so we won’t be going into detail on any post award activities...

https://www.gsa.gov/cdnstatic/Leasing_Desk_Guide_Chapter_22_AAAP_5_1_17c.pdf
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Where do I fit in? 
● Planning 
● Requirements Development 
● Building Tour 
● Post Award Activities 
● Occupancy 

Presenter
Presentation Notes
So, now that you understand the basics of AAAP, at slide 20 you’re probably wondering where to start and where you fit in...
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Planning - When To Use AAAP 

Client Agency Lease Action Exp. Date ABOA SF Space Type Procurement method 

Agency A New Replacing 01/08/2019 55,553 Office AAAP 

Agency A New NA 2,300 Office AAAP 

Agency A New NA 4,973 Lab Traditional 

Agency A New Replacing 03/25/2020 99,550 Warehouse Traditional 

Agency A New Replacing 09/17/2020 152,456 Office AAAP 

Agency A New NA 700 Office AAAP 

Agency A New Replacing 02/24/2019 449 Office Traditional 

Presenter
Presentation Notes
Your GSA leasing team is already working on FY18 procurements and is looking at procurement strategies for FY19 & FY20. They should be working with you to discuss your plans for expiring leases and any new requirements that are anticipated in the future. 

From these planning discussion, your GSA lease contracting officer is going to make the decision on the procurement strategy that is going to work best for your requirement.  
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Planning - When To Use AAAP - Office 

• Office Space 

Presenter
Presentation Notes
When planning to use the AAAP, your GSA LCO should also be considering the following.

Is the requirement for office space. The AAAP is not appropriate for warehouse or lab space, however the AAAP can address office space and some above standard requirements and has in the past like for requirements that included SCIFs, sally ports, holding cells, weapons storage, and high capacity floor loads…
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Planning - When To Use AAAP – More than 
500 ABOA SF 

• Office Space 

• >= 500 American National Standards Institute/Building Owners and 
Managers Association Office Area Square Feet (ABOA SF) 

Presenter
Presentation Notes
Is the requirement greater than or equal to 500 SF as measured by the American National Standards Institute/Building Owners and Managers Association for Office Area – This is also called ABOA SF.  The AAAP is also prepared to handle projects that exceed the prospectus threshold of approximately $3.1 Million Dollars per year. See the leasing desk guide chapter for guidance on prospectus level approval and the AAAP
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Planning - When To Use AAAP – Full and 
Open 

• Office Space 

• >= 500 American National Standards Institute/Building Owners and 
Managers Association Office Area Square Feet (ABOA SF) 

• New and Continuing Need thru Full & Open Competition 

 

Presenter
Presentation Notes
Is the procurement for a new and continuing need requirements to be fulfilled by full and open competition. The AAAP does not address lease extensions or other sole source procurements.
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Planning - When To Use AAAP - Terms 

• Office Space 

• >= 500 American National Standards Institute/Building Owners and 
Managers Association Office Area Square Feet (ABOA SF) 

• New and Continuing Need thru Full & Open Competition 

• Term  
15 year w/termination rights after year 10 
10 firm 
10 year w/termination rights after year 5 

Presenter
Presentation Notes
Does the requirement meet the current terms available through the AAAP. Those terms are a 15 year/10 firm, 10 firm, and a 10 year/5 firm.
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Planning - When To Use AAAP – Tier 5 or 
Lower 

• Office Space 

• >= 500 American National Standards Institute/Building Owners and 
Managers Association Office Area Square Feet (ABOA SF) 

• New and Continuing Need thru Full & Open Competition 

• Term  
15 year w/termination rights after year 10 
10 firm 
10 year w/termination rights after year 5 

• Tenant Improvement Allowance (TIA) Customization Tier 5 or lower 

Presenter
Presentation Notes
Is the client agency’s tenant improvement allowance customization tier available in AAAP. The AAAP addresses requirements in need of a Tenant Improvement Customization Tier of 5 or lower. The tenant improvement allowance is the money provided by the lessor as an amount per sf to build out the space to meet your requirements. This amount is a part of the rental rate as it’s amortized over the firm term of the lease.
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Planning - When To Use AAAP – Lowest 
Price/Technically Acceptable 

• Office Space 

• >= 500 American National Standards Institute/Building Owners and 
Managers Association Office Area Square Feet (ABOA SF) 

• New and Continuing Need thru Full & Open Competition 

• Term  
15 year w/termination rights after year 10 
10 firm 
10 year w/termination rights after year 5 

• Tenant Improvement Allowance (TIA) Customization Tier 5 or lower 

• Lowest Price/Technically Acceptable 

Presenter
Presentation Notes
And, finally, is the procurement a lowest price/technically acceptable approach. AAAP does not address best value trade off procurements.
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Lowest price,  
technically acceptable? 

Presenter
Presentation Notes
To touch on lowest price technically acceptable in a little more details, follow along here at slide 28…
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Building Name Present Value 

Building C $16.75 

Building D $22.37 

Building I $22.39 

Building A $23.15 

Building F $27.45 

Building H $32.51 

Building E $32.54 

Building B $50.12 

Building G $51.22 

Presenter
Presentation Notes
I think lowest price is pretty straight forward, we’re going to use a present value calculation to rank offers lowest to highest and begin out due diligence with the lowest priced offer.
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Requirements Development 

Presenter
Presentation Notes
I want to go into a little more detail with regard to technically acceptable.  Technically acceptable means that your agency requirements need to be clearly articulated in advance of a procurement. Your GSA leasing team might use a form like the one on this screen to collect your agency requirement details.

Ultimately, when reviewing for technical acceptability, your leasing team is going to be asking:
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Requirements Development – GSA 
requirements 

● Does the building meet 
GSA’s minimum 
requirements? 

Presenter
Presentation Notes
Does the building meet GSA’s minimum requirements?
For example, is the space in a modern quality Building of sound and substantial construction with a facade of stone, marble, brick, stainless steel, aluminum or other permanent materials in good condition and acceptable to the LCO? I think some clients agency believe that lowest price means low quality building and it’s langauge like this in the lease that ensures we move our client agency’s into an acceptable and professional building.

Your leasing team will also review fire protection life safety requirements, accessibility, compliance with energy efficiency standards, etc…
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Requirements Development – Customer 
Go/No Go Criteria 

● Does the building meet 
GSA’s minimum 
requirements? 

● Does the building meet 
your go/no-go criteria?  

Presenter
Presentation Notes
Does the building meet the client agency’s requirements?
For example, Does the building have the square footage to meet my need? Your leasing team can request a test fit of the space at the owner's expense to ensure your requirements, people and utilization rate will fit into the space.

Your leasing team will then review other go/no-go criteria in your requirements package and that might be something like, the space must be on the first floor, or the space can not be above a parking garage… these items are also used to determine technical acceptability.
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Requirements Development – Want versus 
Need 

Want vs. Need 

Presenter
Presentation Notes
It is important that we distinguish between a NEED and a WANT. GSA is here to meet your agency’s needs which are tied to you being able to accomplish your agency’s mission. GSA can not make procurement decisions based on desires to be in a nicer building finishes, a hipper location, or proximity to specific amenities if they are not mission critical…

For these reasons, it is important that you define your need well and in advance of the procurement.
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Building Tours 

Presenter
Presentation Notes
So, after you’ve delivered the agency requirement to your leasing team, your next point of involvement in the process is going to occur after your leasing team has identified a lowest priced offer and performed some preliminary due diligence to determine that it’s appropriate to invite you on a building tour. 

The building tour is your opportunity to review the physical characteristics of the space and the building to identify and potential deficiencies, as they relate to your requirement.

Before the tour, your leasing team will ask you to sign a nondisclosure agreement and ask you to keep your comments to a minimum during the tour.  As a friendly reminder, question are fine, comments are dangerous.  We don’t want to lead a prospective offeror to believe that an award is inevitable until it truly is.  And as always, the agent showing you the space will attempt to get you to agree with him or her about certain qualities of the space. Just remember, your job is to see if the space will be able to meet the requirement and nothing more. 

If any deficiencies are noted with the toured space, they will be noted on the Building Tour Form and your leasing team will move to the next lowest priced offer...
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Building Tours – Agency Disapproval 

 
...IF THE AGENCY DOES NOT APPROVE THE LOWEST PRICED OFFEROR 
 
● The LCO/AAAP Team can remove a building from consideration if: 

○ the space is in conflict with a bona fide documented requirement  
○ the building is not capable of meeting the lease requirements 

Presenter
Presentation Notes
If you, our client agency, do not approve of the lowest priced offer - keep in mind that your GSA LCO can only remove a building from consideration if the space is in conflict with a bona fide documented requirement and or if the building is not capable of meeting the requirements in the lease contract.
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Single Building Tour 
vs. 

Multiple Building Tour 

Presenter
Presentation Notes
So, I can hear the thoughts collecting in your heads about this single building tour scenario.  First, a single building tour scenario is the ideal way to save time, use your time effectively, and ultimately get to the same result that we would in any lowest price technically acceptable procurement.  In major market where there is GSA and client agency personnel on hand to attend these tours, the single building tour in the way to go.

In the event, however, that GSA or client agency personnel require significant time and money to travel to view a building, a multiple building tour is permissible.
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Building Tours – Multiple Locations 

Presenter
Presentation Notes
In this scenario, your leasing team will pre-screen and identify the few lowest price offers that they believe can meet your requirement. They will schedule the building tours with each of those locations and have you sign non-disclosure agreements.

The leasing team WILL NOT however reveal the lowest price offeror to the building owners or to you, the client agency.  You will tour the spaces and GSA will document the building on a Building Tour Form, noting any deficiencies. Once the tour has ended, the leasing team will seek your signature on the building tour forms, demonstrating your concurrence, AND at that point your GSA leasing team will reveal the lowest priced technically acceptable offer to proceed with.
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Requirements 
Development 

Building Tour and 
Space Acceptance 

Presenter
Presentation Notes
So, in summary - your two major areas of involvement, your “buckets” are requirements development and building tour, space acceptance.

And GSA will be there with you before, during, and after these processes...asking for your feedback, keeping you informed, and available for your questions.
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MYTHBUSTERS 

Presenter
Presentation Notes
So speaking of questions, beginning at slide 39, I am anticipating a few and wanted to touch on those before we open the floor for question…

I want to touch on some of the concerns I routinely hear and dispel any inaccurate information that’s out there...
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Addressing your budget concerns 
through an evaluation that seeks 

best value decisions... 

Presenter
Presentation Notes
I often hear from our client agencies is that they do not have a budget to move from the existing leased space… The AAAP can alleviate these concerns to determine whether or not it is more cost effective to stay in place or move...
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New Replacing Lease Action 
Existing Lessor Offer 
 

New  Offer 
 
 

Presenter
Presentation Notes
For New Replacing requirements... we will compete the existing requirement, full and open, collecting offers from the existing lessor and new offerors. 




42 

New Replacing Lease Action – Existing vs. 
New Offer 

Existing Lessor Offer 
Modified TI or Full TI 

New  Offer 
Full TI 
 

Presenter
Presentation Notes
When it comes to offer evaluation, this process identifies the value in the offerors submitted rates, but also the cost for TIs, and the cost to move to another location. The evaluation allows for the leasing team to use a modified tenant improvement allowance for the incumbent where a simple refresh of the space (like paint and carpet) would be needed. Conversely, if the incumbent space requires a complete reconfiguration to account for consolidations, lower utilization rates, and new requirements that don’t exist in the space today, the incumbent lessor can and should be evaluated at the same TI level as new offerors.
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New Replacing Lease Action – New Offer 
additional costs 

Existing Lessor Offer 
Modified TI or Full TI 

New  Offer 
Full TI 
+ Move Costs 
+ Telecomm Costs 
+ Replication Costs 

Presenter
Presentation Notes
The incumbent also has the benefit of move and replications costs that are only applied to new offerors rates.  The move and replication costs, along with the modified tenant improvement allowance is how AAAP will make best value decisions. 

Because these figures can mean the difference between moving and not moving, and the actual value that is realized as a result of these cost estimates, it is important that this evaluation criteria is accurate. Our leasing teams will rely on you at times to assist with Independent Government Estimates for things like move costs.  It is very important that these numbers are not under or over-stated or used to influence a desired outcome in lieu of accurate evaluation…

When you participate in a full and open competition, you should be budgeting for the prospect of a move, but as you can tell the cost benefit at times leads the GSA leasing team to conclude that a Stay in Place decision is the best value...
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How does AAAP address  
my TIA needs? 

Presenter
Presentation Notes
Now at slide 44…

Another question we often get from our client agencies pertains to Tenant Improvements and how they’re used in an advanced acquisition program…

Section 3.07 of the AAAP RLP states the range of TI that may be used for an incumbent and a separate TI range that may be used for new offers.

Let’s look at this clause from our Southeast Sunbelt Region offices to contextualize this a little further...



•3.07 TENANT IMPROVEMENTS INCLUDED IN OFFER (AAAP VARIATION (OCT 2017))  
•The TI Allowance for the existing leased Space shall range between $10.78 per ABOA 
SF and $77.36 per ABOA SF. The TI Allowance for Space at other locations offered shall 
range between $28.82 per ABOA SF and $77.36 per ABOA SF. The exact TI Allowance 
will be specified in a project specific FBO advertisement. (TIs are the finishes and 
fixtures that typically take Space from the shell condition to a finished, usable 
condition.) The TI Allowance shall be used for the buildout of the Space in accordance 
with the Government approved design intent drawings. All TIs required by the 
Government for occupancy shall be performed by the successful Offeror as part of the 
rental consideration, and all improvements shall meet the quality standards and 
requirements of this RLP package and its attachments.  

 
•The amortized Tenant Improvements rent shown to an Offeror in the AAAP 
application is based on an estimated placeholder TI Allowance of $28.82. However, for 
price evaluation purposes, the Government will use the TI Allowance(s) as stated in the 
project specific FBO advertisement. The Government shall have the right to utilize the 
full TI Allowance(s) stated in the FBO advertisement and it shall be made available at 
Lease execution. 
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Presenter
Presentation Notes
So in our Southeast Sunbelt Region, the tenant improvement allowance for the incumbent lessor will range between



Sample Language From Offer with T I Range 
of Incumbent  Highlighted  

•3.07 TENANT IMPROVEMENTS INCLUDED IN OFFER (AAAP VARIATION (OCT 2017))  
•The TI Allowance for the existing leased Space shall range between $10.78 per ABOA 
SF and $77.36 per ABOA SF. The TI Allowance for Space at other locations offered shall 
range between $28.82 per ABOA SF and $77.36 per ABOA SF. The exact TI Allowance 
will be specified in a project specific FBO advertisement. (TIs are the finishes and 
fixtures that typically take Space from the shell condition to a finished, usable 
condition.) The TI Allowance shall be used for the buildout of the Space in accordance 
with the Government approved design intent drawings. All TIs required by the 
Government for occupancy shall be performed by the successful Offeror as part of the 
rental consideration, and all improvements shall meet the quality standards and 
requirements of this RLP package and its attachments.  

 
•The amortized Tenant Improvements rent shown to an Offeror in the AAAP 
application is based on an estimated placeholder TI Allowance of $28.82. However, for 
price evaluation purposes, the Government will use the TI Allowance(s) as stated in the 
project specific FBO advertisement. The Government shall have the right to utilize the 
full TI Allowance(s) stated in the FBO advertisement and it shall be made available at 
Lease execution. 
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Presenter
Presentation Notes
$10.78 and $77.36. So the incumbent range allows the leasing team to evaluate and borrow for a scenario where there is a simple refresh of the existing leased space UP TO the client agency’s TI tier to do a complete redo of the space.

For new offers the range will be...



Sample Language From Offer with T I Range 
of New Offeror  Highlighted  

•3.07 TENANT IMPROVEMENTS INCLUDED IN OFFER (AAAP VARIATION (OCT 2017))  
•The TI Allowance for the existing leased Space shall range between $10.78 per ABOA 
SF and $77.36 per ABOA SF. The TI Allowance for Space at other locations offered 
shall range between $28.82 per ABOA SF and $77.36 per ABOA SF. The exact TI 
Allowance will be specified in a project specific FBO advertisement. (TIs are the finishes 
and fixtures that typically take Space from the shell condition to a finished, usable 
condition.) The TI Allowance shall be used for the buildout of the Space in accordance 
with the Government approved design intent drawings. All TIs required by the 
Government for occupancy shall be performed by the successful Offeror as part of the 
rental consideration, and all improvements shall meet the quality standards and 
requirements of this RLP package and its attachments.  

 
•The amortized Tenant Improvements rent shown to an Offeror in the AAAP 
application is based on an estimated placeholder TI Allowance of $28.82. However, for 
price evaluation purposes, the Government will use the TI Allowance(s) as stated in the 
project specific FBO advertisement. The Government shall have the right to utilize the 
full TI Allowance(s) stated in the FBO advertisement and it shall be made available at 
Lease execution. 
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Presenter
Presentation Notes
$28.82 and $77.36/per ABOA SF. 

This range does not mean that you are entitled to the maximum TI in this paragraph, but that the AAAP can accommodate your tenant agency’s TI, so long as it falls within this range.
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Existing Lessor New Offer 

Offer generated by AAAP PLACEHOLDER (R4) $28.82 $28.82 

TI Rates in Advertisement ACTUAL $10.78 $44.05 

Offer Evaluation ACTUAL $10.78 $44.05 

Lease ACTUAL $10.78 $44.05 

Presenter
Presentation Notes
Using just this information, this range of TI, building owners and brokers can go into the AAAP Application today and submit an offer without knowing anything about your requirement.  They’re going to input their Amortization Rate for the TI as well as their Project Management and Architectural and Engineering Fees that will come out of the TIA. The system then uses a PLACEHOLDER figure, the lower number in the range for new offers, the $28.82 to create a fully services rent in the application for both incumbent and new offers.
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Table of Ranges of Tenant Improvement (TI) 
Allowance – New Offers 

Existing Lessor New Offer 

Offer generated by AAAP PLACEHOLDER (R4) $28.82 $28.82 

TI Rates in Advertisement ACTUAL $10.78 $44.05 

Offer Evaluation ACTUAL $10.78 $44.05 

Lease ACTUAL $10.78 $44.05 

Presenter
Presentation Notes
The application and RLP make it clear, however, that the incumbent and new offers will be evaluated and a lease will be drafted using actual figures that will be published in a project specific ad once a requirement is known. So offerors will have a second bite at the apple, if they choose, by seeing the project TI amounts listed in a project specific ad and by going into the application to modify their offer - if they choose - given this additional detail.

So, to reiterate, the AAAP can accommodate your agency’s TI tier so long as it falls within these ranges and the AAAP can address some of those above standard office space requirements, so long as their costs can be addressed by the agency’s evaluated cost criteria.
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What about schedule and budget? 

Presenter
Presentation Notes
And finally, at slide 50, you’re probably wondering about how AAAP delivers on schedule and budget…?

Hopefully by now you understand that GSA is not going to be sacrificing your agency requirements to move you into a lowest price building faster.  It is our goal to meet your need AND eliminate offers that can not meet that need through our due diligence process…

So, Before we wrap up today’s presentation I just wanted to highlight some of our best case scenarios with the AAAP as it relates to schedule and budget.



What about schedule and budget? – 1 RLP 
returns multiple offers 
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What about schedule and budget? 

Presenter
Presentation Notes
By developing one AAAP RLP at the beginning of the year that can receive multiple offers, 
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What about schedule and budget? Online 
App connects the Martket to GSA 

What about schedule and budget? 

Presenter
Presentation Notes
through an online application that connects the market with the government like no other procurement before, 
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What about schedule and budget? 

What about schedule and budget? 
Streamlined Workflow 

Presenter
Presentation Notes
through a streamlined workflow that get the minimum information from the market, 
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What about schedule and budget? 
Streamlined Due Diligence 

What about schedule and budget? 

Presenter
Presentation Notes
and a streamlined due diligence process...the AAAP has proven to reduce our acquisition cycle times to use our client agency’s time effectively and deliver space to our client agency’s on time. In the past year, we’ve seen lease awards executed in as little as 45 days. In fairness, our average acquisition cycle time for last fiscal year was about 8 months, so we are continuing to work with our national and regional partners on way to improve the overall acquisition process.  It’s important for us to identify if the delays are program related or other factors outside of the AAAP’s control.  .
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What about schedule and budget? Triple A-P 
delivers projects with rents below market 
averages 

What about schedule and budget? 

Presenter
Presentation Notes
And, in terms of budget, the AAAP is delivering projects with rents below market averages. We use a cost savings metric, relative to market averages, that shows the majority of our leases fall below market averages.  That does not mean some procurements don’t go above market, there are still challenging markets out there regardless of the procurement vehicle we choose. But in the past year, we’ve seen rates that are as much as 27% below market. 
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AAAP Awards 

Presenter
Presentation Notes
For more information on awards, check out the Awarded Offers link when you visit aaa.gsa.gov.



Questions? 
 

AAAP.Manager@gsa.gov 
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Presenter
Presentation Notes
You’re also welcome to reach out to us directly to ask any questions you might have as your begin to interact with the program. In the meantime, I think we can open the floor to questions, which you can submit by using the chat feature.
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Thank you for joining us today for a discussion 
on Automated Advanced Acquisition Program 

www.gsa.gov/ces 
ClientEnrichmentSeries@gsa.gov 
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